To ensure efficient financial management is necessary to achieve the forecast of economic and financial performance on the basis of diagnostic analysis, approach most often developed starting from the prediction of turnover and also necessary for shaping an organization's prospects. In financial management, the turnover's increasing is considered an objective in itself, being interpreted as generating increased market share, profit. Sales condition therefore the entire activity of a company, their variation being considered the main risk factor of enterprise's economic and financial performance and the staring point in their forecast.
others are independent, respectively their values are determined by other factors (for instance: extraordinary income and expenses -are not influenced by the workload, but by the occurrence of unforeseen events, the extraordinary ones), the application of the method starts from the principle of linearity of the evolution of all structures in the profit and loss account in relation to turnover.
Forecasting turnover
Another step, extremely important, is forecasting turnover and can be realized on one of the following methods: using historical data, or using sustainable growth rate. In specific literature 3 we find other methods of sales volume planning, such as: the causal approach; the non-causal approach, the direct method, the indirect method; the court methods, statistical methods (trend analysis, correlation analysis, targeted approach, industry analysis method, production line analysis, final user analysis). All methods have advantages and drawbacks. Evidence shows that most large enterprises use the combination of these methods.
"Using historical data" Method
Method "using historical data" implies the use of turnovers from the two companies registered during 2004-2008 period to determine the expected turnover (for 2009). Method of aggregation of data from the past is made by using the average rate of growth. In this case, the expected growth rate in turnover is the average (simple or weighted arithmetic) of the growth rates recorded in the past:
simple arithmetic mean is:
where: g the average growth rate of turnover; g t = growth rate of turnover in year t, t = 1, 2, 3, 4, or 5; T = number of periods in our case T = 5.
weighted arithmetic mean is:
Depending on the average rate (simple or weighted arithmetic) of growth in turnover, the predicted turnover for next period is determined: In the case of the two companies, the forecast turnover calculation through the methodology described above is presented in Table 1 . Forecast of indicators for assessing economic-financial performance.
The average percentage held by each indicator in the turnover previously projected is applied (determined by the weighted arithmetic mean) on the expected value of turnover.
Calculation of expected values is presented in Table 2 and graphical representation of projected economic and financial performance is suggestively presented in Figure 1 for SC ALFA S.A. and figure 2 for S.C. BETA S.A.
FORECAST(x,known_y's,known_x's) We can observe that the estimated value of turnover for SC ALFA S.A. recorded the value of 5.328.299 lei through extrapolation and respectively 6.884.964 lei using FORECAST function. Between two values, we consider that lower value -that obtained by extrapolation, is closer to reality. Forecasting through FORECAST function is too optimistic and has led to increased turnover from the level projected in 2008, given current economic uncertainty, but still fall below the turnover achieved in 2004-2007. In the case of S.C. BETA S.A. the value of the projected turnover obtained by extrapolation would register an increase of 6.72%, while using the FORECAST function it would decrease by 8.50%, and in this situation we choose the extrapolation alternative because the firm proves sustainable economic performance, inflation rate tends to stabilize, and the objective of increasing turnover is realistic for the company. We can observe that turnover forecast in growth determines the estimation of favorable economic and financial performances and vice versa. Regarding the application of a sales forecast methods and interpretation of the obtained results, there are some limitations: first, correlation does not mean causation, so the real cause of the link between economic variables may be a variable not taken into account yet; secondly, the identification of the factor determinant in sales estimation is not easily achieved; there must be added that sales are actually under the influence of several factors, and also can lead to errors of interpretation because of the relationship between some variables logically unrelated; some correlations between variables may simply be due to chance and not economic logic; the use of historical data to estimate future growth in turnover is useful, but is not sufficient information; empirical analysis shows that it is unlikely that firms that have registered faster growth in certain periods to continue the same pace and in subsequent periods.
Conclusions
In conclusion, we consider that a correct forecast of sales is vital to long-term enterprise success. Relevance of previously recorded data for forecasting future data depends on the stability of the company's economic activity and the environment in which it acts, stability which is influenced by the following factors 4 : volatility of growth rates; company's size: because growth is measured as a percentage, firm's size should be taken into account -the increased size of the firm makes more difficult to maintain high growth rates; economic cycle: if the company's activity is influenced by economic change is essential when choosing data analysis; estimating the growth rate during several economic cycles is required; structural changes: the growth rates recorded are the result of policy mix adopted by the firm: investment policy, financing policy, dividend policy; given that the company amended one of these policy information to that moment become irrelevant for predicting future developments.
